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Figure 1 



Promotion material 
preparation routine 



H31- 



Promotion material 
distributed 




Customer reply to request 

[or additional informati< 
received 




S Customer application 
received and processed 



Investment account type and objective chosen 

i 



H12 



See Fig. 6 
H21 
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H51 
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Regular account 
maintenance and 
report routine 












H62d! 



Reward account maintenance 
and report routine 



•H72 



See Fig. 2 
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Figure 2 



(^ Reward account maintenance and report rouSn jT) H72 



Rll 




Customer account set up and 
investment account set up 



\Send out account confirmation „ 
with promotion message. 



R13 



R40 



R42 



R50 




Rebate transfer and 
customer account annual 
report routine (Fig. 5) 




Investment account 
annual report 



R60 . 




Rebate as a % of total value of 
transactions loaded 
Merchant refate % entered 



. R14 



Transactions and payments 
recorded 



Rebate as a % of total value 
of transactions adjusted 



R90 



R92 




Merchant offered rebate % 
updated 



R16 



Loop until a time period flag 
is on 




Customer account 
quarterly report routine 
4) 



Customer account 

monthly report routine (Fig. 3) 



v Customer reply to annual, 
report received 




R61 



R70 



R72 



Investment account type 
or objective changes updated 



To Fig. 1 



Figure 3 
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( ^Customer account monthly report routine ^)- 

I 



R22 



Get customer ACCTNUM 
Regular account maintenance tasks 



.M02 



Sum total value of transactions MTRANTOT 

+ — 



Get rebate value using 

MRBAMT = (rebate %) * MTRANTOT 



Calculate value of transactions for each 
merchant who gives rebate to get 
MVP9999TRAN 



-M04 



'M06 



M08 




M10 



Get rebate value from each merchant using 
MVD9999RB = 

(vendor9999 rebate %) * MVD9999TRAN 
Sum MVD9999RBto get total merchant rebate 
value MVDRBAMT 



Prepare MVDRBAMT to be added to a field of 

rebate value on customer monthly report 
Increment of MVDRBAMT to QVDRBAMT 



M12 



M14 



Subtract MVD9999RB from monthly credit 
to vendor9999 

Update monthly report with merchant rebate 

information 
Reset MVDRBAMT 



Prepare MRBAMT to be added to a field of 
rebate value on customer monthly report 
Increment of MRBAMT to QRBAMT 
Reset MRBAMT 



"M16 



M17 



Monthly report to 
merchant routine 



"M22 



Calculation for rebate promotion using 
PMT = YRBAMT = (MRBAMT * 12) + 

(MVDRBAMT * 12) 
Y - (65 - customer's current age A) 
PV =0 
and assuming 

RTN = Average annual rate of return on the 

investment instrument customer chosen 
At age of 65, the reward to customer worth 



FV = 2 PMT(1+RTN) R 

— A 



•1, 2,.„,{65-A) 



M24 



Monthly customer account report with 
rebate value (MRBAMT + MVDRBAMT) and 
promotion message/calculation 



M26 



IfMON<12, addltoMON 
Reset MON to zero otherwise 



-M28 
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Figure 4 
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PU 
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(^ Customer account quarterly report routin e^ R32 

I 



Get customer ACCTNUM 
Regular account maintenance tasks 



Sum total value of transactions MTRANTOT 



Q02 
-Q04 



Get rebate value using 
MRBAMT = (rebate %) * MTRANTOT 
Increment MRBAMT to QRBAMT 
Reset MRBAMT 



Calculate value of transactions for each 
merchant who gives rebate to get 
MVP9999TRAN 



_Q08 




Get rebate value from each merchant using 
MVD9999RB = 

(vendor9999 rebate %) * MVD9999TRAN 
Sura MVD9999RB to get total merchant rebate 
value MVDRBAMT 



Increment of MVDRBAMT to QVDRBAMT 
Prepare QVDRBAMT to be added to a field of 
rebate value on customer quarterly report 
Increment of QVDRBAMT to YVDRBAMT 



Subtract MVD9999RB from monthly credit 
to vendor9999 

Update quarterly report with merchant rebate 

information 

Reset MVDRBAMT, QVDRBAMT 



Prepare QRBAMT to be added to a field of 
rebate value on customer quarterly report 
Increment of QRBAMT to YRBAMT 
Reset QRBAMT 



Calculation for rebate promotion using 
PMT = YRBAMT = (QRBAMT * 4) + 

(QVDRBAMT * 4) 
Y = (65 - customer's current age A) 
PV =0 
and assuming 

RTN - Average annual rate of return on the 

investment instrument customer chosen 
At age of 65, the reward to customer worth 

65 

FV =2PMT(l+RTN) n n = 1, 2, (65- A) 



Quarterly customer account report with 
rebate value (QRBAMT + QVDRBAMT) and 
promotion message/calculation 



.Q17 



Quarterly report to 
merchant routine 



„Q24 



-Q26 



If QTR < 4, add 1 to QTR 
Reset QTR to zero otherwise 
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Figure 5-1 



(^Rebate transfer and customer account annual report routine^ R42 



Y40 



1 


f 


Y02 




Get customer ACCTNUM 
Regular account maintenance tasks 





Sum total value of transactions MTRANTOT 



Get rebate value using 
MRBAMT - (rebate %) * MTRANTOT 
Increment MRBAMT to QRBAMT 
Reset MRBAMT ' 



. Y04 



. Y06 



_Y08 



Calculate value of transactions for each merchant 
who s» rcihatf. tn get MVr)9999TR AN 




Get rebate value from each merchant using 
MVD9999RB = 

(vendor9999 rebate %) * MVD9999TRAN 
Sum MVD9999RB to get total merchant rebate 
VnhipMVnRRAMT , 



Y12 



Increment of MVDRBAMT to QVDRBAMT 
Increment of QVDRBAMT to YVDRBAMT 
Prepare YVDRBAMT to be added to a field of 
rebate value on customer annual report 



-Y14 



Subtract MVD9999RB from monthly credit to vendor9999 
Update annual report with merchant rebate information 
Reset MVDRBAMT.QVDRB AMT, YVDRBAMT 



. Y16 



Y17 



Increment of QRBAMT to YRBAMT 
Reset QRBAMT 

Prepare YRBAMT to be added to a field of 
rebate value on customer annual report 



Annual report to 
merchant routine 



. Y22 



-Y30 



L 



Y32 



. 1 N 




Y KB AM I >0V — — 






Reset CONSECYR 



Calculation for rebate promotion using 
PMT = YRBAMT + YVDRBAMT 
Y * (65 - customer's current age A) 
PV =0 
and assuming 

RTN = Average annual rate of return on the 

Investment instrument customer chosen 
At age of 65, the reward to customer worth 



Y34 




Get CONSECYR and factor 

Cash value of rebate = YRBAMT * factor + YVDRBAMT 



© © 
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Figure 5-2 



. Y52 



Y44 



yjSend cash payment of rebate to 
customer 



Instruct investment service provider to 
transfer customer's share of funds in 
match account to customer's individual 
investment account and report to 
customer 



Y62a 



Verify customer investment account type 
Deposit (YRBAMT * factor + YVDRBAMT) to customer investment 
account 

Deposit (YRBAMT * (1 -factor) to a pool account of the same type 




Save customer-chosen investment account type as PREVTYPE 
Change customer investment account to CD type 
Deposit (YRBAMT * factor + YVDRBAMT) to customer investment 

account 

Deposit (YRBAMT * (1 -factor) to a pool account of the same type 




Y70 



Move PREVTYPE to customer investment account type 

Activate customer investment account 

Transfer funds to activated customer investment account 



Y46 



Annual customer account report with 

cash value of rebate 

and promotion message/calculation 
Ask if customer wants to open an investment account 



Annual customer account report with 
rebate value (YRBAMT + YVDRBAMT) 
and promotion message/calculation 
Ask if customer wants to change investment account type 



-Y48 



Reset CONSECYR 



Y82 



■ Y84 



Add 1 to CONSECYR 



I 



Reset YR 
Reset YRBAMT 



• Y92 
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(Promotion material preparation routing) H12 



I 



P12 



Announce the program 
"Your Big Bucks Free" ** 



I your way 



Rebate as free rewards 



Accumulate and multiply your free 
rewards through investment 



Your choice 



** Promotion slogan 
To get customer attention: 

- Open an account with the sponsor 

- Free rewards worth tens of thousand dollars over life time 

- Everyone gets rewards based on spending one's own way 
at present and all the time 



Everything counts: 

- Grocery, gas, meal, entertainment, any daily expenses 

- Big items such as furniture purchases, vacation expenses, 
even mortgage payments and car payments 

- Business related expenses such as hotel, flight, meal, etc. 
if it is first charged to one's account with the sponsor for 
late reimbursement from one's employer 



P32 



For your own benefit to do business with the sponsor: 

- Sponsor announces to reward customers a free yearly 
rebate, say 1% subject to annual review, based on the total 
value of spending paid through a customer's account within 
a calendar year 

- Customers purchase needy goods and services with or 
without a rebate. Why not take the free rewards by signing on 
as a customer of the sponsor ? 



P42 



P52 



Redeem or invest your free rewards: 
Value of reward to be redeemed based on Factor Table 
(Figure 7) which is account duration dependent 
Value of reward attainable through investment shown in 
Future Value Table (Figure 8) which assumes an average 
annual return based on historic market benchmark statistics 
Hold on for a long period of time is a solution to risks positively 
related with returns on investment. It is favorable to both 
customers (to accumulate higher asset value) and the sponsor 
(to retain customers for repeated business) 



Investment instruments available (in-house products or offered 
by third-party financial institutions): 

- Mutual funds 

- Cash account (Certificate of Deposit) 

- Annuity 

- Life insurance 

Certain agreements including one on minimum fund requirement 
to open and maintain an investment account 

- If annual rebate value to a customer < minimum to establish an 
investment account, the only available account type is cash 
account due to maintenance cost concern 




Customer in control: 

- Choosing investment account type (growth, income, sector, etc.) 

- Changing investment account type if it is necessary 

- Declare tax status of the investment account funded by rebate 
based on one's income level and financial situations 



Figure 7 
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Year 


1 


2 


3 


4 


5 


6 


7 


8 


9 


10 


n 


Factor 


0.5 


0.6 


0.7 


0.85 


1.0 


0.6 


0.7 


0.8 


0.9 


1.0 


1.0 


Rebate($) earned 


100 


100 


100 


100 


100 


100 


100 


100 


100 


100 


100 


during the year 
























Cash value ($) 


50 


120 


210 


— -— - 


500 


560 


'~640~ 


— — - 


"""860" 


~"Yoo<r 


ilocT 


payable 

up to the year 

























Factor =1.0 for year = 10, 1 1 , 12, . . . ,N N = life expectancy of a customer 



Figure 8 

Assume REBATE = $100 per year for each and every year 
with YR= Years toward retirement = (65 - current age) 
R = Annual rate of return 

FV = Future value « accumulated value of $100 per year for given years at certain rate of return 



fv\yr 

>\ 




10 


15 


20 


25 


30 


35 


40 


45 


4% 


542 


1201 


2002 


2978 


4165 


5608 


7365 


9503 


12103 


5% 


553 


1258 


2158 


3307 


4773 


6644 


9032 


12080 


15970 


6% 


564 


1318 


2328 


3679 


5486 


7906 


11143 


15476 


21274 


7% 


575 


1382 


2513 


4100 


6325 


9446 


13824 


19964 


28575 


8% 


587 


1449 


2715 


4576 


7311 


11328 


17232 


25906 


38651 


9% 


598 


1519 


2936 


5116 


8470 


13631 


21571 


33788 


52586 


10% 


611 


1594 


3177 


5727 


9835 


16449 


27102 


44259 


71890 


11% 


623 


1672 


3441 


6420 


11441 


19902 


34159 


58183 


98664 


12% 


635 


1755 


3728 


7205 


13333 


24133 


43166 


76709 


135823 


13% 


648 


1842 


4042 


8095 


15562 


29320 


54668 


101370 


187416 












fill 






/mm ' 




14% 


661 


1934 


4384 


"'9102" 


18187 


35679 


69357 " 


134203 


259056 


15% 


674 


2030 


4758 


10244 


21279 


43475 


88117 


177909 


358513 



* This row shows the expected future values of a constant annual rebate of $100 for given years based on 
an average annual return of Standard & Poor's 500 index from 1950 to 1998. See U.S. Census Bureau, 
Statistical Abstract of the United States: 1999. 
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• Investment account report 



B42 



B43 



Division of 
investment services 



Third-party financial 
institutions 



B22- 



• Rebate to fund customer's 
investment account 

• A portion of rebate deposited 
in matching pool account 
temporarily 



(Optional) 



• Open customer account & investment account 



Customer 



• Solicit promotion 

• Billing 

• Report 



► Payment by checks 
or credit card charge 



B12 



Sponsor 

(Bank, Credit Card Company, etc.) 




• Submit checks or 
credit card charge 
for payment 

• Join rebate offer 
(optional) 



► Transfer funds 
from customer 
account as 
payment 

» Report 



• Provide goods & services 



Figure 10 
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Identification 



S10 



S20- 



Expected account value 
calculation for 
promotion 



S30- 



Rebate calculation 
information 



S40. 



Weighted factor 
information 



Identification information 



Transactional information 



I 



S12 



S14 



. SH2D 



Data input device 
- remote 



SH4D 



Data storage device 
- distributed 



Distributed data processing 
devices 



"7 Connected via electronic data transmission devices 



SH2 



Data input device 



1 



SH4 



Centralized data 
storage device 



SS2 



Software programs 



Centralized data 
processing center 



SH6 



Computerized information 
processing center 



Promotion means 



I 



Promotion materials to 
customer 



Customer investment 
account 



x: 



"S50 



•S52 



Rebate amount 



S60 



Reporting means 



L. 



S62 



Apply weighted factor 
to prepare rebate pay out 



S70 



Report to customer 



Report to merchant 



Funds transferring means 



S72 



S74 



" S64 



Match account 



S66a 



x: 



Cash payment 
to customer 



S66b 



S68 



